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Pre-employment

 Drug & Alcohol Testing 

 Physicals and Immunizations 

  DOT/CDL Exams 

  Vision/Hearing Screenings 

 
On-the-Job 

 Injury Prevention                           

 Injury Treatment/Worker’s Comp 

 Independent Medical Evaluations 

 Job Specific Ergonomic Evaluations 

 
Return to Work 

 Physical and Occupational 
 Therapy & Rehabilitation         

 Fitness for Duty Testing 

 
Wellness Programs

 
On-Site Mobile Health Coach
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IU Health Occupational Health  |  789 E Morgan Street  |  Martinsville, IN 46151

THE STRENGTH IT TAKES

Trust in our strength and 
make your business stronger.
Indiana University Health now offers area employers convenient and easily 

accessible Occupational Health services. Conveniently located off of Highway 37, 

our facility is a short drive from Indianapolis’ south side. We work with employers 

of all types and of all sizes to develop cost-efficient and effective work-related 

medical care: From pre-employment physicals to injury care to back to-work 

solutions. Quality care is located less than 20 minutes from where your

employees work and live. Call us today to learn how we can help you make a 

difference in the lives of your employees – and the health of your organization.

Contact 765.349.6777 to schedule a consultation.
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27 months, 10,000 miles per year. $1,099 (CT 200h), $2,999 (RX 350) due at signing. 
Excludes official fees, taxes, and dealer charges. Security deposit waived. WAC. See 

dealer for details. Offers end 01/05/2015.

OPINION

Rick Myers
FOUNDER

/PUBLISHER

As it gets closer to 
the beginning 
of a new year 

I usually write about 
goals or ways to focus on 
making yourself better 
professionally.

I was reminded how 
important it is to have 
goals, plan and give praise 
to those around you after 
listening to Tom Zupan-
cic speak twice in a week; 
the first time during a Southside Catholic Busi-
ness Professionals social; the other at the Avon 
Educational Foundation’s annul breakfast. 

Zupancic, as most of us know, had a great ca-
reer – 28 years – with the Indianapolis Colts. 
He served as the team’s strength coach and lat-
er in roles in new business development and as 
senior vice president of sales and marketing. 
Now he is the vice president of business devel-
opment for DEEM Electrical and Mechanical 
and sister company, Central Security and Com-
munications. 

Zupancic talked about being  “Bank-machine 
fresh” – the idea that new money becomes old 
and worn, but there still is value in it. Many 
times, like the fresh $20 bill, we get crumbled 
up and we feel we’ve lost our worth. 

“The champions in the game of life figure out 
a way everyday to get those wrinkles out, brush 
off that dust and come out bank-machine fresh 
ready to whip the world the next day,” he said.

Zupancic discussed goals, which like him, I 
am a big believer in. 

“If you don’t have goals in life you become 
what’s known as a wandering generality; if you 
have goals you are a meaningful specific,” he 
said. 

Finally he talked about giving more praise to 
those who work for you, to your wife, husband, 
etc. He called them “Atta boys” and said that 
former Colts coach Tony Dungy was a master 
at it.

Zupancic said the reason Dungy was a great 
coach was because he looked for people doing 
something right and not wrong. “He accentu-
ated people’s strengths and all of a sudden their 
weaknesses didn’t count anymore,” he said. 
“They would’ve all jumped through a wall for 
him… because he always passed out the Atta 
boys. And when he did that he grabbed a crew 
of people that were all on the same page, all 
headed for the same thing and he won a Super 
Bowl. That same group of people couldn’t have 
done it without him, without his leadership.”

A great lesson to get us thinking, already, 
about 2015. Happy holidays.

Are you  
‘bank-machine fresh?’

From the Publisher›FINANCE DISPATCHES

n RECESSION TAX STILL IN PLAY?
Though many are claiming the recession 
is over, businesses and residents across 
the United States are still playing 
“temporary” taxes that helped to refill 
public coffers. Fourteen states (excluding 
Indiana) and Washington, D.C., imposed 
temporary tax measures between 2008 
and 2011 and many of those are still 
around today. – CNN Money

n CAN EDUCATION REALLY BOOST 
INCOME? Dr. LaVaughn M. Henry of the 
Federal Reserve Bank of Cleveland says 
his upbringing in a strong household that 
emphasized education helped influence 
his perspective as an economist. 
According to Henry, “Consumers are on a 
more solid financial footing than before 
the financial crisis,” but he also reminds, 
“We’re talking about averages. And 
averages mask a lot of variations.” Henry 
says that access to education will lead to 
access of opportunities. – FOXBusiness.com

n TIPS FOR JOB HUNTING ON SOCIAL 
MEDIA New generations entering the 
job market are more likely to be users of 
social media, and many of them are using 
social media outlets for job hunting 
as well. Experts advise researching 
companies and their presences on 
social media in order to tailor your 
resume and cover letter to suit their 
parameters. Other ways to improve your 
own personal online presence are to 
start and maintain a professional blog, 
setting up a professional Twitter account, 
or pursuing other, more specialized 
social networking sites like Academics, 
Pinterest, or Instagram. – FOXBusiness.com

n SURPRISING COSTS OF CHILD-
REARING Sure, kids are expensive (and 
many sources cite expenditures of over 
$200,000 by the time a child reaches age 
18), but some families are experiencing 
an expense they might not have 
considered. Children with food allergies 
can increase grocery expenditures. Items 
like almond milk, dairy-free cheese or 
gluten-free bread can be more expensive 
than traditional grocery items, making it 
difficult for low-income families or larger 
families with more mouths to feed. 
– CNN Money
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Yes, we want your letters: 

Readers of the Southside Business Leader are en-
couraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

“But I’m a victim. I cannot 
be held responsible for 
crappy stock purchases 
because I suffer from a 

condition known as the 
‘sunk cost fallacy.’” 

Our View› Quote of the Month›

“Ideas in secret die. 
They need light and air 
or they starve to death.” 

Seth Godin, American 
entrepreneur, marketer,  

and public speaker 

OPINION

Imagine my relief when I realized that my 
stupid decisions were not my fault. My 
personally invested 401k is 

wracked with one bad decision after 
another. Stock in companies that I 
thought would be the next Apple or 
Google flittered away and became an 
Eastman Kodak or AIG.

But I’m a victim. I cannot be held 
responsible for crappy stock pur-
chases because I suffer from a con-
dition known as the “sunk cost fal-
lacy.” My reluctance to sell these 
losers is directly related to “loss 
aversion.” It’s a fancy way of saying 
I don’t like to lose, and as long as I 
don’t sell these losers, I haven’t lost.

Rationally, business decisions should be 
made apart from sunk costs or expenses in 
the past. That money is gone, irretrievable. 
When we say sunk, we’re talking about Titan-
ic sunk. It’s likely that we’ve all worked for a 
corporation that can’t let go of a bad idea be-
cause they have sunk so many resources into 
it. These can be made by the biggest and the 
best. Think New Coke.

Because we hate to throw away good mon-

ey, especially when it was our decision, we au-
tomatically assign value to the project based 

on the cost. If we were to act ratio-
nally, robotically, and without feel-
ing, we would reevaluate based on 
the current information. If you think 
of it in terms of stocks, if your in-
vestment drops 50 percent, then it 
must regain 100 percent in order 
to make you even-steven. Trust me; 
this revelation hurts me more than 
you. Looks like my retirement diet 
will center on cat food and clearance 
specials at the bakery.

If you feel personally responsible 
for sunk costs, you are more likely 

to suffer from this fallacy. It doesn’t have to be 
about money. It could be about vision, or mis-
sion or bringing on a new product line. An-
other tell-tale sign you’re suffering from sunk 
cost fallacy is when you lie about the return 
on investment. You may be lying to yourself. 
You know, like that deep sea fish story you’ve 
been telling since 2000.

Putting more time or money towards your 
pet project will also increase the likelihood 
of you sticking with a dead horse. Seriously 

consider this as you either get ready for the 
next phase of a loser or before you continue 
with that brainstorm from 1992. Consider a 
decision-making team of the top execs or run-
ning your plan by a mentor. It’s much easier to 
see if it isn’t your fallacy. Because, unlike the 
Titanic, no pretty lady is going to sing a song 
about your tragedy.

Gus Pearcy
COLUMNIST

Sunken chests, the Titanic and other sinkable things
Humor›

It's the time of year
to give charitably

The holiday season is officially upon 
us and before you know it we’ll be get-
ting earfuls and eyefuls of all there is 
to know about this year’s hottest deals, 
the perfect gifts for every occasion and 
every other generic sales pitch that we 
tend to see this time of year. 

The holidays mean something 
uniquely different for every business. 
For retailers it means more sales rev-
enue and moving more product. It’s 
a great way to end the year on a high 
note. For service industries, the fall 
and winter months are a great time to 
do preparatory landscaping and make 
energy-efficient renovations to homes 
or businesses. But perhaps the great-
est potential benefit of holiday tidings 
is the opportunity to give to charitable 
organizations. While it should be ev-
ery business’ prerogative to contrib-
ute to charity year-round, the holidays 
tend to put people in the mood for ex-
tra generosity. 

Opportunities for businesses large 
and small are everywhere, and if a 
monetary donation isn’t always feasi-
ble, the community can always benefit 
from your company donating its time. 
Volunteers are always needed at local 
food pantries or soup kitchens. Help-
ing out outside of the office is a great 
way to benefit not only the communi-
ty, but your business as well. This type 
of service promotes teambuilding and 
comradery in the workplace, as well 
as allow for some good, happy holiday 
PR. You’re also lending a hand to those 
who need it the most at a time when 
they could definitely use it. 

Around this time of year, we’re itch-
ing to get out of our offices early to be 
with our families. It’s time to use some 
of that excess holiday energy to go out 
into our community and do what we 
can to make someone else’s holiday 
season better. 

If you or your business is involved 
philanthropically, we want to know! 
Send us your letters and events at 
info@businessleader.bz
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By Nicole Davis
As the door opens to Spalding Jew-

elry, a bell rings to announce the cus-
tomer, and it’s not uncommon to hear, 
“Hey, Frank.” Frank Mascari, owner, 
will often greet the customer back on 
a first-name basis.

“The person-to-person service that 
we have is the reason (we’re success-
ful),” Mascari says. “You get to know 
your customers and try to take care of 
them over the years. We have second 
and third generation customers com-
ing in here.”

Mascari purchased Spalding Jewel-
ery, at 701 Main St., Beech Grove, in 
1981. At 24 years old, he would often 
visit the shop to “chit-chat” with Mr. 
Spalding. He mentioned that if Spald-
ing ever wanted to retire, to give him a 
call. He got that call almost six months 
later. 

“Mr. Spalding was a great man,” 
Mascari said. “But he was winding 
down. He was in his late 70s. He did in 
one year what I do in one month now, 
sometimes. The sign on the building, 
you couldn’t read it. The floor needed 
replaced. The company was worn out 
but the spirit was still there.”

Mascari took the primarily watch-
making business and added a jew-
elry and custom-work focus. He had 
a background in working with dia-
monds and would often hang out at 
trade shops in Indianapolis, watching the re-
pairs to learn more about the industry. 

Main Street in Beech Grove has changed a 
lot through the years – including a full revital-

ization in 2013.
“I’ve made it through the thick and thin 

here,” Mascari says. “I’ve seen a lot of mer-
chants come and go. When I came down here, 
we had a furniture store, a pharmacy, two 
women dress apparel stores, a men’s store, an 
obstetrician, a hardware store.”

Mascari said the key to his long-term sus-
tainability, aside from customer service, is 
having reliable hours, being honest, trustwor-
thy and offering fair prices.

“The reason we’re sustainable is because 
people come from real far,” Mascari says. “We 
get people from all over central Indiana. We’re 
a destination shop. There’s trust; you know 
nothing will happen to your stuff at our shop.”

Mascari says he will often talk with incom-
ing business owners and offer advice when 
needed. He says an aspect many businesses 
struggle to grasp is how to market themselves.

“Advertising is a tough thing,” Mascari 
says. “It’s like throwing a $100 bill out there 
and seeing how it lands. Have a good plan on 
your advertising budget. Don’t go little, go big. 
Sometimes you get lost with all the small ads. 
I think one year we spent $32,000 in adver-
tising. That was a good year. Then they tore 

the streets up and we lost money that 
year. The streets were just maimed for 
about eight months. This is the first 
full year it’s been back up. Honestly, I 
think word of mouth is the best adver-
tising you can have.”

Community involvement is also 
important to Mascari. He is a long-
time member of the Beech Grove Li-
ons Club, though he admits he isn’t as 
active as he used to be. He currently 
serves on the Indianapolis City Coun-
cil.

“It is very busy at times,” Masca-
ri says. “It takes up a lot of time, es-
pecially evenings. You don’t get paid 
very much. (I do this) to be able to 
fight for the system and fight for some 
of the problems that are in the city of 
Indianapolis… There are a lot of good 
things happening, too, like the Keen-
an Stahl Boys & Girls Club on Troy 
Avenue will be getting sidewalks next 
year because one boy was struck and 
killed because there are no sidewalks. 
That’s my area.”

Mascari says he doesn’t bring up 
politics in his shop, unless of course, 
he’s asked about it. 

“I wear two hats here,” Mascari 
says. “I’m involved in politics. There 
are several attorneys there in the city 
council. I sell love. They sell divorce. 
I’m selling the opposite end of the 
spectrum.”

Through the years, Mascari says the best 
part of owning a jewelry store is seeing all of 
the engagements, the weddings and the child-
births.

“Mr. and Mrs. Jones get married and before 
you know it they’re in here with their 10-year-
old kids,” Mascari says. “Then before you 
know it, those kids are 21 years old and look-
ing for rings. You know these families pretty 
well.”

He has even carried over the policy that 
Mr. Spalding had, to never charge the nuns 
or priests who come in from the Benedictine 
Center. 

“It’s usually batteries, watch bands, things 
like that,” Mascari says. “We’ll make a ring for 
them. They really take care of us; they bring in 
cookies and breads. It’s just something we’ve 
always done.”

As Mascari enters his 24th year of owning 
Spalding Jewelers, he said he hopes to contin-
ue to keep growing and building the relation-
ships with his customers that have maintained 
the business for so long.

Best Advice: Treat everyone equally, if 
it’s a $200 sale or a $25,000 dollar sale. 
Always remember: You can’t judge a book 
by its cover.

Worst advice: Not getting involved 
in the e-commerce early on. Early on, 
I remember seeing key web domain 
names available like the words 14kgold, 
diamond and many more.

Best business decision: Buying my 
building 25 years ago.  

In 5 years… I would like to open another 
store, down south around Emerson and 
County Line Road. There are a lot of good 
independent jewelers in Greenwood, but 
room for more.

Secret to Success: Being proactive in the 
community, being involved with what’s 
going on around you. Let it be “politics,” 
community service, or just listening to 
the people who live here, you have to be 
involved.

How did Frank do it?

Reasons to do business  
with Spalding Jewelry:
•	 We never pressure anyone into 

buying. We work within people’s 
budgets.

•	 Most of our jewelry is made and put 
together in house. We do repairs in 
house, appraisals and try to have 
something for all budgets types.

•	 Our large diamond sales are a big 
part of our business 1carat, 2carat 
and 3carat, loose stones. We make as 
little as 5-6 percent profit on these 
diamonds.                           

•	 As owner, many of our customers 
will deal with me directly. We 
personalize our service and try to 
learn everyone’s names.

•	 I own the building, so we have very 
little overhead; we can pass the 
savings off to our customers. People 
don’t realize that to be in a mall, the 
rent is upwards of $20,000-$30,000 
month and you as the customer are 
paying for that.

The List

Frank Mascari and Spalding Jewelry sustain growth  
through service, reliability and trustworthiness

Spalding Jewelry
701 Main St.

Beech Grove, IN 46107
(317) 787-1745

contactus@spaldingjewelers.com
Spaldingjewelers.com

SIMPLY SPARKLING
COVER STORY

Frank Mascari, owner of Spalding Jewelry.

Photos by Nicole Davis
Spalding Jewelry sells watches and other accessories 

along with its fine jewelry and custom designs.
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Brenda Richards is a commercial real estate at Carpenter 
Realtor. She is interested in new business and real estate in 
Johnson County. Brenda can be reached at Brenda.richards@
comcast.net.

Brenda Richards
COLUMNIST

Commercial activity strong

Tracking new businesses and construction 
in Johnson County has become a 
full time job! The commercial real 

estate sector continues to change from local 
business to regional and national. 
International influence has disrupted 
the way we do business as “made 
in China” has become a household 
word. Johnson County business 
owners are seeking ways to capitalize 
on new opportunities to meet the 
competition.

Brad Hubler, Chevrolet dealer-
ship owner on U.S. 31, is a fine ex-
ample of thinking outside the box. 
Brad’s new Goodwrench Cafe lo-
cated inside the dealership offers 
high quality food for staff members 
and guest waiting for car services. A menu for 
breakfast and lunch is offered by Hubler’s chef 
and cafe manager. 

Bargersville’s new brewery, located on the 
corner of Harriman Avenue and Baldwin 
Street has beer lovers standing in line to get 
in and staggering out of line to leave! The Tax-
man Brewing Company features Belgian style 
beer and sells it to over 100 bars and restau-
rants throughout central Indiana. A full menu 
of appetizers, burgers and sandwiches com-
plement its 36 draft beers.

In 1878, Henderson Drugs opened in Frank-
lin. For more than 130 years the small corner 
drug store catered to the needs of local resi-
dences. As national chains such as Walgreens 
and CVS entered the market, the hometown 
icon has now become a memory and a part of 
Franklin’s history.

Carhartt, a farmer’s favorite retailer, has 
opened in the outdoor lifestyle wing of the 
Greenwood Park Mall. The store offers rug-
ged work wear for men, women and children. 

Other popular items include hunt-
ing and camping gear, boots and 
cold weather accessories. Finally, a 
great place to drop off your husband 
at the mall!

Rural King is making plans to 
renovate the former K-Mart space 
located near Smith Valley Road and 
U.S. 31. The store’s grand opening is 
targeted as early as May. The com-
pany will hire approximately 60 new 
employees.

The Steak ‘n Ale, a long time place 
for special occasions, has finally 

opened as the Ludwig Barvarian Haus. What 
a perfect designed German motif for schnit-
zels lovers eyeing plenty of lagerand conver-
sation. 

Coffeehouse Five has opened at 323 Market 
Plaza in Greenwood. The nonprofit is a min-
istry that uses its proceeds to support Chris-
tian marital counseling. The coffee shop of-
fers a variety of flavors, cappuccino and lunch 
items. There are no grounds for divorce at 
Coffeehouse Five!

Prudential Realty has now become an af-
filiate of Berkshire Hathaway Home Services. 
Congratulations to Dean Hicks and his real 
estate team as they too move with the times.

REAL ESTATE

Gus and Maryann Rojas 
have over 50 years of 
combined experience 
working in high profile 
food and beverage service 
companies throughout 
the United States. Five 
Star Catering is now able 
to share their culinary 
expertise with the 
community.

We look forward to serving 
you and your guests!

•	 Holiday Celebrations
•	 Family Gatherings
•	 Office Parties
•	 Reunions
•	 Graduations
•	 Weddings
•	 Seminars
•	 Trade Shows

2353 E. Perry Road
Plainfield, IN 46168
317-839-9990
info@fivestarc.com
fivestarc.com/thepalms

Dennis Stephenson, Rich Kidwell, 
Tom Kidwell, Gus Rojas 
& Maryann Kuntz Rojas

The Palms is located 5 miles west of the 
Indianapolis International Airport.



Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals 
representing small and large organizations, nonprofit and for-profit groups, government officials, volunteers and anyone 
interested in improving individual leadership skills, learning more about Johnson County and making connections. With 
over 550 graduates of the program, LJC continues to make a positive impact on our community. Come be a part of the next 
great class of leaders! 

“Old National Bank has been the proud title sponsor of the LJC 
Wine Tasting for six years. The LJC mission to cultivate and develop 
informed and involved citizens working to make our community better 
compliments the mission of Old National Bank. We are here to serve the 
communities where we work and live and we care about the people 
and businesses in our community. The personal and professional 
leadership of our employees and other businesses employees can be 
further developed through programs offered through LJC. Each year the 
collaborative group projects help mold our community into a place that 
can work together and overcome county-wide issues. The program helps 
employees to learn important lessons about themselves, leadership, and 
Johnson County.  I am a 2012 graduate of the program and I am very 
thankful to have had this wonderful opportunity to be part of one of the 
premier leadership programs in the state of Indiana.”

Nicol Ferise
Old National Bank

Assistant Vice President
Financial Center Manager

Save the Date for the 2015 LJC Wine Tasting
For more information, please contact Tandy Shuck at tshuck@franklincollege.edu or by calling 317-738-8264.
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3925 River Crossing Pkwy, Suite 300  |  Indianapolis, IN 46240  |  317.472.2200 / 800.469.7206  |  somersetcpas.com

Somerset CPAs and Advisors provides more than just traditional CPA services.  We offer a 
broad range of capabilities and services that address the diverse needs of each of our clients.  
With years of experience, formal training, industry-specific knowledge and dedication, we 
are able to provide personalized solutions for you based on a solid understanding of your 
business and the issues unique to your industry.

Somerset’s expertise covers a variety of industries, including:

Any firm can give you an opinion.
We will give you a partner.

AN INDEPENDENT MEMBER OF

ALLIANCE USA

find us on...

Visit us online at somersetcpas.com to learn more about our people and how we can help  
you achieve and surpass your financial goals.

entrepreneurial
health care
manufacturing & distribution
not-for-profit
real estate

agribusiness
architecture & engineering
construction
dealerships
dental

LAWN SERVICE
Grant Key’s

F R E E  E S T I M AT E S
(317) 727-7999

Specializing in…
COMMERCIAL • RESIDENTIAL 

HOA’S • CHURCHES
MOWING • LANDSCAPE MAINTENANCE 

MULCHING • HEDGE TRIMMING 
SNOW REMOVAL • SALTING/DEICING

Your KEY to Quality Service

greenwoodlawncare.net

email: keylawn@hotmail.com

PEER TO PEER

Generally when I write an article I pretty 
much know what I’m talking about. 
Today, I’m going somewhat out on 

a limb. A year ago, my partner and I started a 
group health insurance policy. It was the first 
month that the Affordable Care Act 
impacted group insurance policies 
for companies under 50 employees. 
I did not find the health insurance 
plan particularly cheap, but I found 
it reasonable. I was content for the 
pricing that our staff had found. 
One year later, now comes the rub. 
More about that in a minute, but first 
another story. 

A friend of mine, who owns a 
business and has a staff of about 200 
families, called. He received his re-
newal in preparation for his anni-
versary signup date. He called me somewhat 
outraged and purely to vent. He told me he 
admittedly had some bad employee health ex-
periences in the last year; however, his census 
numbers were high enough that some bad ex-
perience is typical; that’s why we have insur-
ance. He told me that his rate went up slightly 
more than half, and he was absolutely beside 
himself. The biggest problem that he encoun-
tered was that several of his employees indi-
cated they would drop out of the plan in the 
future due to cost, meaning that those who 

would remain in the plan were more prone to 
being higher risk, which would throw his plan 
even more off kilter and make him an even 
higher risk pool.

He told me this whole issue has him some-
what upset as his administrative 
staff still does not know what to do 
after a couple weeks of searching. 
He said he know understands why 
paying a fine of $2000 an employee 
makes sense (the Obama care ap-
proved alternative). In addition, he 
can choose to give his employees 
$2,000 - $3,000 apiece to seek their 
own program, putting him out of 
the healthcare business altogether. 
He said he likes the opportunity to 
provide healthcare as a benefit but 
perhaps this is a luxury he can no 

longer afford.
This gets me back to my problem. Yes, Pres-

ident Obama wanted to save the next Afford-
able Care Act roll out step until after the elec-
tion. Those of us who are conservatives and 
do not believe in the integrity of the Obama 
administration say that there was bad news 
coming and they did not want to unleash it 
before this election cycle. All I know is that in 
our business we have had an average loss ex-
perience. I just got our renewal pricing; ours 
went up a horrendous 47 percent! Our staff 

is absolutely beyond themselves. Now we run 
the risk of high pricing driving some younger 
more vulnerable members out of the program, 
keeping the older and high risk people in the 
program. Again, this will drive future experi-
ence even more off kilter.

Like my friend, I have always offered fam-
ily health care. Maybe it’s a luxury I may not 
be able to afford in the future as well. Things 
will shake out in the next couple of weeks and 
we will determine that I suppose. To the nam-
ing of bills that come out of Congress … they 
always end up meaning just the opposite of 
what their name is. This bill was called the “Af-
fordable Care Act,” perhaps a couple of years 
later it won’t provide many people any care, 
and it will not be affordable. Your federal tax 
dollar at work for you. Oh yes, Chief Justice 
Roberts says it is a tax. Get plenty of exercise, 
eat healthy, and watch your vitals. Most of all, 
try to avoid the healthcare system. That’s the 
new American way.  

Howard Hubler
COLUMNIST

Howard Hubler can be reached at howard@hubler.com.

Affordable health care is ‘laughable’
Patrick J. Olmstead Jr. 
elected to ISBA board  

of governors 
 
Patrick J. Olmstead Jr., Greenwood, was 
elected to the board of governors of the 
Indiana State Bar Association (ISBA) at 
its annual meet-
ing in Indianapolis 
on Oct. 10. He will 
serve a two-year 
term, representing 
one of 13 districts 
in the state.  Olm-
stead is a practitio-
ner at his firm, Pat-
rick Olmstead Law 
LLC. Previously, he 
practiced at the Indianapolis firm Hoover 
Hull LLP. He received his undergradu-
ate degree from the University of Notre 
Dame and his J.D. from the I.U. Robert H. 
McKinney School of Law. He is a member 
of the American, Indiana State and India-
napolis bar associations. He is also active 
with the St. Thomas More Society (past 
president), Notre Dame Club of India-
napolis (director, 2010-present) and the 
Notre Dame Class of 1990 (president).

BIZ BRIEF

Advertise in the  
Southside Business Leader

Call (317) 300-8782

Patrick J. Olmstead
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Van Valer Law Firm, McRee and Wagner  
honored at November Cover Party

The Southside Business Leader held its No-
vember Cover Party, sponsored by Home-
Bank, on Nov. 18 at HomeBank, 1472 South 
State Road 135, Greenwood. Honorees at 
the cover party were: September cover, Eric 
Prime, Joyce Nies and Tom Vander Luitgar-
en (Van Valer Law Firm, Greenwood); Octo-
ber cover, David McRee  (RESQ Health and 
Safety); and the November cover, Todd Wag-
ner (Wagner Signs). Information on the next 
Southside Business Leader cover party will be 
available in the January issue of the Southside 
Business Leader.

Photos by 
Nicole Davis

Joyce Nies, Trent McWilliams and Garnet Vaughn
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Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling (317) 839-1739, or visit his blog at: sfwriting.
com/blog/.

THE PERSONAL TOUCH

Erin Smith
COLUMNIST

YOUR BUSINESS

Scott Flood
COLUMNIST

Every year brings new advertising 
campaigns that capture the nation’s 
attention and make a name for the 

advertisers. Unfortunately, those 
successful campaigns also manage to 
inspire others to copy the approaches 
in an effort to be just as fun and cool.

Remember “Got Milk?” It was a 
great concept that survived numer-
ous angles and approaches. Sadly, 
it didn’t take long until companies 
that had nothing to do with dairy 
products thought they could be ev-
ery bit as clever. So we ended up 
with ads like “Got industrial trans-
mission belting?,” “Got Ribs?,” “Got 
Antidiarrheals?,” even “Got Jesus?” 
and a host of similar knockoffs that are tired, 
unfunny, and annoying. 

A more recent example is the Dos Equis 
campaign featuring “the Most Interesting 
Man in the World.” They’re funny commer-

cials, even if the gag has lost a little impact 
with each iteration. Know what’s not funny? 
“I don’t always buy industrial surfactants, but 

when I do …”  or “Stay protectively 
insulated, my friend.” You know the 
kind of ads I’m talking about. You’ve 
seen them too many times.

It’s true that these copycat adver-
tisers start with great, attention-get-
ting concepts. But those concepts 
belong to someone else. That some-
one had either enough imagination 
to come up with the idea, or enough 
courage to green-light its use. If you 
copy the idea, you tell the world 
that you lack both the imagination 
to come up with something on your 

own and the courage to put your own ideas 
to the test.

And when you take the easy way out and 
copy from someone else, you miss out on the 
opportunity to tell your audience what makes 

your organization unique. The rest of the 
world may view your industry as a commod-
ity, but I’ve yet to meet the CEO who cannot 
define exactly what sets her company apart 
from her competitors. 

Your advertising and other marketing com-
munications should reflect what makes you 
different and why stakeholders should care. 

If you do decide that you must be funny, 
that’s okay. Just try to be both original and 
funny. When you do a “Got” headline, people 
don’t think about your product – they think 
about milk. When you cop an “I don’t always 
…” line, they chuckle because they remem-
ber the bearded beer spokesman, not because 
they think you’re witty. Your advertising and 
other marketing communications should be 
every bit as unique as your business.

Advertising copycats are counterproductive

Let’s close out 2014 – strong! Some 
sales folks might complain that no 
one is buying the last few weeks of 

the year. Perhaps customers are off on vacation, 
too busy with office parties or relieved that the 

phones aren’t ringing off the hook 
and are hunkered 

down to get 
some work done. 
Nonsense. Here are 

three valuable activities 
sure to maximize sales at the end of 

2014 and position you for a great 
start to 2015:

1. Connect with your top 
50 customers via phone or 
email and let them know 

about your first quarter pro-
motion in 2015 and ask if they 

have any last minute needs to 
close out the year.  Often times extra dollars 
are found in budgets and must be spent. Also, 
confirm your contacts and update relevant in-
formation in your CRM.  So many positions 
can change within organizations in just one 
year. Ask what other authorized buyers you 
need to add to your database and if they can 
be added to your newsletter list.

2. Get to know your competition. Check 
out their websites and take note of how each 

positions themselves in your market. If they 
offer services you don’t, study up.  Many times 
we become guarded around our competition. 
Unless we are protecting intellectual proper-
ty, this behavior is based in fear and counter-
productive. I have that learned developing a 

healthy relationship with your com-
petition can be an advantage.  You 
never know when you might need 
their help. The knowledge you learn 
from your rivals allows you to make 
savvy business development deci-
sions in the future.

3. Make your elephant list. In or-
der to grow sales substantially, sales 
folks must be focused on landing big 
customers. These prospects typical-
ly take a longer time to capture and 
have a more complex decision mak-
ing process. Taking the time now to 

identify, qualify and contact these prospects 
will have you ahead of the ballgame when Jan-
uary comes.  

Ramp up your sales efforts as 2014 comes to 
a close. Get focused and finish strong!

Finish strong

Erin Smith is co-owner of Spotlight Strategies a print, apparel, 
promo and sign company located in Franklin, IN.  She may be 
reached at erin@spotlight-strategies.com.

ENTREPRENEURISM

n VOTERS’ VOICES HEARD ON PAID 
SICK DAYS In Massachusetts, voters ap-
proved a ballot measure which would 
give workers paid sick days to recover 
from an illness or care for a sick parent 
or child – for businesses with at least 11 
employees. Now up to 40 hours of paid 
sick time must be given per year. Similar 
measures were also passed in Montclair, 
N.J., Trenton, N.J., and Oakland, Calif. – 
all of which contribute to the new 16 cit-
ies and three states that mandate paid 
sick days. The law requires employees to 
make a “good faith effort” to notify man-
agers in advance, though em-
ployers are not permitted 
to prevent employ-
ees from taking sick 
days “if they have not 
received certification 
in time.” – CNN Money 

n BEING “OUT OF OFFICE” CANCELS 
OPPORTUNITIES Some jobs require a 
great deal of travelling and according to 
Grant Cardone, International Sales Ex-
pert and Contributor at Entrepreneur, 
automated “out of office” replies serve 
to only cancel opportunities. Especially 
for entrepreneurs, Cardone argues, be-
ing available and connected is crucial 

to business. He writes, 
“Successful entre-
preneurs know they 
aren’t really ‘out of 

the office.’ They are 
constantly think-
ing about their 
customers and 

what they want to create next. They’re 
always plugged in anywhere they go. 
You want to grow your business? Be ac-
cessible – even when you’re not.” 

– Entrepreneur.com

n STARTUPS SOLVING POVERTY IN 
D.C.? Though our nation’s capital has 
one of the highest concentrations of 
college graduates in the country, it also 
has the highest poverty rate of any U.S. 
city. D.C. startups and other local organi-
zations have come forth in order to help 
those in need, especially children affect-
ed by poverty. Programs like the Young 
Doctors Project (which operates in one 
of the highest poverty-stricken areas 
within the city) train small groups of Af-
rican-American high school students to 
provide blood pressure screenings and 
eye examinations to underserved com-
munities. Other startups and nonprofits 
are aiming to raise money for food and 
to keep people off the streets. 

– CNN Money



We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
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Direct Delivery isn’t the new delivery company on the block. We’ve 
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Betty’s Rainbow Treasures
625 Main St.

Beech Grove, IN 46107
(317) 919-2181

Photos by 
Nicole Davis

Top, left: Betty Dotson reopened Betty’s Rainbow Treasures on Main Street in Beech Grove in September.

Bottom, left: Betty’s Rainbow Treasures sells everything from antiques to collectibles and novelty items.

Right, middle: There is an assortment of Coca-Cola memorabilia in the shop.

Far right: Betty’s Rainbow Treasures was given its name based on owner Betty Dotson’s love  
for the Wizard of Oz and she sells some items in her shop to accompany that interest.
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Eclectic Collectics
Betty Dotson aims to cater to any interest at 

Betty’s Rainbow Treasures in Beech Grove

By Nicole Davis
Betty’s Rainbow Treasures at 625 Main St. in Beech Grove is filled with items to fit 

any interest: Coca-Cola, Elvis, Marilynn Monroe, Wizard of Oz, or a number of other 
pop culture memorabilia, purses, sports collectibles, and much more.

“Not everyone collects the same things so that’s why I have a variety of everything,” 
said owner, Betty Dotson. “There’s some thrift in here, some collectables, some hard-
to-find items. I just hope people will like it and come in and shop.”

Dotson opened Betty’s Rainbow Treasures approximately four years ago. She had 
lost her job after 37 years, and said she wanted to do something different, something 
fun. She said she loves to shop and find deals, so a novelty/thrift shop was fitting. She 
gave the store its name based on her love for the Wizard of Oz and designed the rain-
bow-shaped sign to accompany the theme. Inside, however, is an eclectic mix of items 
she said she hopes will fit any interest.

“I love the building,” Dotson said. “Location is everything. It’s what attracted me 
here. I have great neighbors, I feel safe here.” 

Dotson closed the shop in November, 2013, to handle some family matters. She 
reopened in September. She said with the Christmas season around the corner, she 
hopes she can see business pick up again. The shop is open Tuesday and Thursday 
through Saturday, 11 a.m. to 6 p.m. and Wednesday 11 a.m. to 5 p.m. It’s closed Sun-
day and Monday.

 “I just need to get my name out there again,” Dotson said. “It’s been a learning ex-
perience. It’s been fun.”

Photos by 
Nicole Davis

“Not everyone collects the same things so that’s why I  
have a variety of everything. There’s some thrift in here,  

some collectables, some hard-to-find items. I just hope people  
will like it and come in and shop.” ~ Betty Dotson
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• Front Office
• Customer Service
• Administrative Assistant
• Accounting
• And more!

(317) 888-5700
707 South Madison Ave.  
Greenwood, IN 46143

ExpressIndySouth.com

In today’s competitive marketplace, successful companies are growing and innovating 
by hiring top talent. 

At Express, we help our clients quickly find top local talent allowing them to stay 
focused on other things.  Hiring is difficult and you need a resource that is looking for 
specialized talent everyday on your behalf.  We can help in the following areas:

Ray’s Holiday 
Recycling Tips:

• Bundle and breakdown cardboard boxes
•  Recycle catalogs and magazines at local drop off sites or in your curb-

side recycling program
•  Research Christmas tree recycling programs in your community to find 

out where you can drop them off
• Use newspaper and old gift bags for wrapping presents

DECEMBER
22

NORMAL PICKUP

DECEMBER
29

NORMAL PICKUP

DECEMBER
23

NORMAL PICKUP

DECEMBER
30

NORMAL PICKUP

DECEMBER
24

NORMAL PICKUP

JANUARY
31

NORMAL PICKUP

DECEMBER
25

NO PICKUP

JANUARY
1

NO PICKUP

DECEMBER
26

1 DAY DELAY

JANUARY
2

1 DAY DELAY

DECEMBER
27

1 DAY DELAY

JANUARY
3

1 DAY DELAY

HappyHolidays!

Mike Heffner is the owner of the Greenwood Express 
Employment Professionals franchise. Contact Mike at mike.
heffner@expresspros.com or visit www.expressindysouth.com.

Let me explain. Before being an owner 
of Express, I dreaded being on the 
receiving end of reviews. Every year was 

a different boss, different process and most 
years - subjectivity. There were years when my 
performance was excellent, but the review didn’t 
share that, or years when it seemed 
glowing, but I felt my performance 
was average at best. I think this is why, 
in a new survey by GuideSpark, an 
employee communications company, 
they said that 89 percent of employees 
wanted their review feedback to not 
be a surprise and wanted managers 
to give them direct feedback. And 60 
percent didn’t understand how they 
were evaluated relative to their peers. 
I don’t think it should be or has to be 
this way.

Having conversations about how 
employees are doing in their roles, what 
they’re doing right, and areas they can im-
prove upon allowing them to reach their goals 
can be very rewarding for everyone involved. 
Ideally, this type of conversation shouldn’t be 
limited to one day out of 365. Ken Blanchard, 
author of Leading at a 
Higher Level, says, “Effec-
tive performance reviews 
are not an annual event, 
but an ongoing process 
that takes place through-
out the performance pe-
riod.”  Here are my sug-
gestions that will allow 
you to stop having annual 
reviews and start having 
short productive meet-
ings.

Set expectations and 
next steps

Have an initial meet-
ing that sets up how you 
would like to communicate with your em-
ployee. Make it clear that the time when you 
meet is for the employee and manager to part-
ner for performance and allow the employee 
to have a clear understanding of what is ex-
pected of them. Make it clear that the meeting 
time is THEIR time to communicate directly 
with you and help them grow as an individual 
and have more job satisfaction. It should not 
be a time to discuss compensation. 

Meet regularly and briefly
When 89 percent of the reviews feel sur-

prising and want the manager to be direct, 
that tells me there is a communication prob-
lem the other 364 days of the year. It means 
that managers are not providing weekly or 
monthly feedback to employees and they have 
no way of grading/measuring their perfor-
mance.  You should have short 20-30 minute 

regularly scheduled meetings. 
Have clear measurements and goals

The survey said that 54 percent of the peo-
ple felt reviews were inaccurate. This can 
only mean that there is disconnect between 
what the employee feels they are doing and 

the managers’ perception of what 
is actually happening. A great en-
vironment for job satisfaction is 
one where the employee and man-
ager both know what is expected. 
Blanchard teaches that it’s impor-
tant to allow employees to partici-
pate in the goal setting and the mea-
surable outcomes for their position. 
This creates more engagement and 
allows the employee to feel a part of 
the process and become committed 
to the outcome.

Take Time to Prepare
While it may not seem like a top priority, 

preparing for your weekly or monthly meeting 
shouldn’t be a last minute afterthought. Think 
of it this way: if you handle this communica-
tion properly through the year, then you and 

the employee have a bet-
ter relationship and the 
year-end meeting is basi-
cally to celebrate success 
or discuss changes to the 
overall process. 

Protect the meeting 
time and set actions for 
next time

It’s important that the 
meetings happen. This 
builds trust. The best sit-
uation is where the em-
ployee leads the meeting 
with what they need your 
help on to meet the mu-
tually agreed upon goal. 

If they are not meeting expectations, they can 
make suggestions on what needs to change 
and what training needs to take place to see 
improvement. Take notes and review what 
was said the last meeting and know the action 
items for the next meeting.

Much of what I have learned about evaluat-
ing employees has come from Ken Blanchard’s 
teachings. My philosophy is that your employ-
ees should never wonder where they stand 
and if they are doing a good job. They should 
know what the score is every day and be able 
to communicate on a regular basis with their 
leader what they need from them to be suc-
cessful.

Don’t do annual reviews

Mike Heffner
COLUMNIST

PERSONNEL MATTERS
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Compiled by
Travis Campbell

Paint like a Canary
“It’s really been like a dream come true,” 

says Amy Hommell, owner of the Teal Canary 
Art studio in Greenwood. Hommell says she’s 
been teaching art for as long she can remem-
ber. She graduated from Indiana State Uni-
versity with a BFA in 1997 and became the 
art teacher at Emmanuel Church of Green-
wood and the Learning Zone. For five years, 
she taught private lessons out of her home in 
Greenwood until opening the Teal Canary on 
Madison Avenue in November of 2013. 

“When I found the building, I thought I 
could spend time here and create here and 
maybe teach a few private lessons. It went 
pretty fast from there.” Hommell says hus-
band Phillip Hommell, who has an MBA, put 
together a business plan. The couple runs the 
business as partners. 
What began as private 
lessons has become a 
series of classes rang-
ing from a parent/
child painting class to 
“Sip & Paint,” a proj-
ect with Vino Villa 
across the street. 

Hommell relied 
on social media and 
word of mouth to ac-
quire her customer 
base, which she says 
keeps her extremely 
busy around the stu-
dio. The Teal Canary 
offers open classes for 
the public, but Hom-
mell says that it is the 
private parties that 
provide her with the 
most business. In ad-
dition to classes, the venue hosts other events, 
such as birthdays and team building. 

“It’s amazing how people want to spend 
time with each other, and spend time creat-
ing. This is creating an environment for peo-
ple to have intentional relationships with each 
other.”

What is the most valuable piece of advice 
you’ve been given?

Don’t do too much too fast. Just because 
you’re business is taking off 
doesn’t mean you have to 
go find a bigger building or 
anything like that. Stay true 
to yourself and let the busi-
ness grow and be what it is. 
Don’t worry about being 
bigger or better than any-
one else. Be present and be 
consistent. Also, put mon-
ey back into the business, 
not into your pocket. 

How have things changed since you start-
ed your business? 

When we made the decision to open, this 
was just going to be a place to host private 
lessons, sell my art, and maybe host a couple 
of events here and there, maybe one or two a 
month. But that focus has shifted. It’s been be-
tween seven and twenty events a month. What 
we learned is that the community needed and 
really appreciated a creative outlet. The need 
is there, so we’ve been very busy. Much busier 
than we thought we would be. 

Tell us about your biggest challenge and 
how you overcame it.

The biggest challenge is understanding the 
months that we’re not going to have busi-

ness. Some months 
you’re going to be 
very busy, and some 
months you’re not. 
Back to school is very 
slow. No one has time 
for events. The sum-
mer time is slow be-
cause want to be out-
side. You’re business 
fluctuates based on 
the time of year and 
I didn’t really expect 
that. 

What do you wish 
someone had told 
you before you 
started your busi-
ness? 

I don’t feel like I 
know everything, but 
I think I was pret-
ty well armed about 

what to expect before doing this. I always 
knew there were going to be rude people that 
didn’t respect your space or cancelled without 
telling us. I’ve been through so much in my life 
up until this point that I kind of knew what to 
expect. This is a very low risk situation. Low 
rental fee, low starter cost, low material costs. 
I was confident. 

What is the hottest trend in your industry? 
This time of year, it’s holiday paintings. 

We’re also starting a recy-
clable class called “Palette 
2 Pallet” where we take pal-
lets that are provided by 
a local builder and paint 
on them. It allows people 
to paint on material other 
than canvas and experi-
ment with new kinds of art. 

Amy Hommell paints the Southside at Teal Canary Art Studio

Amy Hommell, owner of the Teal Canary Art Studio.

NOW THAT WE’VE BEEN OPEN

The Teal Canary
Art Studio 

199 N. Madison Ave
Greenwood, IN 46142

(317) 414-2066
tealcanary.com

A wall of student paintings. 

“It’s amazing how people want to spend time 
with each other, and spend time creating. This 
is creating an environment for people to have 

intentional relationships with each other.”

~ Amy Hommell
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New board members and community 
members honored at BG Chamber dinner

Lieutenant Governor Sue Ellsperman speaks to attendees.

BIZ LOCAL

By Travis Campbell
On Nov. 20, the Greater Beech Grove Chamber of Commerce held its 7th Annual 

Dinner and Awards Banquet at Primo South. This year’s banquet opened with words 
from Beech Grove Mayor Dennis Buckley. Mayor Buckley called 2014 “a model year for 
the city of Beech Grove,” noting that over 50 businesses have come to the area in the last 
two years. Attendees at the event were then treated to a dinner sponsored by chamber 
President Dawn Whalen and drinks sponsored by Emporium Flea Markets. A silent 
auction was held throughout the night. Various gift baskets, including a Thanksgiving 
starter kit and Pacers tickets, were auctioned off. All proceeds went to local charity or-
ganizations. 

Following the meal, the first of two speakers, Lieutenant Governor Sue Ellsperman 
took the stage and spoke about the sense of community in Beech Grove. According to 
the Lieutenant Governor, the town of Beech Grove may qualify for one or several gov-
ernment programs intended to “move community assets forward,” adding that Beech 
Grove has the committed community leaders to continue to make positive changes in 
the coming years. Lieutenant Governor Ellsperman also took time to speak on the im-
portance of agribusiness in Indiana and noted that the Beech Grove FFA is the largest in 
the state. According to Ellsperman, this is a promising sign for the future of agribusiness 
in the state of Indiana. 

 Dr. Robert Manuel, president of the University of Indianapolis, was the final speaker 
for the evening.  Dr. Manuel spoke of the advantage that UIndy brings to the Southside, 
noting that 86% of UIndy students stay in Marion County with even more staying in 
the state after graduating from the university. Dr. Manuel also discussed a 5 year, fifty 
million dollar investment in the UIndy that aims to reach out to surrounding neighbor-
hoods and improve the quality of life for everyone in the area. The university is currently 
constructing a new Health and Wellness Pavilion set to open in August. According to 
Dr. Manuel, the pavilion seeks to serve a community that is “economically stressed and 

medically underserved,” and further strengthen the bounds between the university and 
the surrounding community.   

 Prior to closing, Beech Grove’s Bill Ciriello was recognized for his continued service 
to the chamber and community. The chamber also recognized four new members to its 
Board of Directors: Amey Lupinsky of Francsican St Francias, Amanda Bryan of Althen-
heim, Dr. Jacob Koziel, Koziel Family Chiropratic, and Brian Ruckle of The Southside 
Times. The new board members will assume responsibility at the beginning of 2015. 

Dr. Robert Manuel discusses UIndy and the Beech Grove community.

Executive Chamber Director Laura Barnard and Bill Ciriello.

From Left; Amanda Bryan, 
Brian Ruckle, and Amey 

Lupinsky, the newest 
board members of the 

Greater Beech Grove 
Chamber of Commerce. 

Not pictured: Jacob Koziel. Photo by Travis Camlbell

Photo by Brian Ruckle

Photo by Brian Ruckle

Photo by Brian Ruckle
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Finding Me Now
“Discovering and affirming your child’s 

God-given uniqueness.” That’s the motto 
of the Finding Me Now Learning Center 
says Matthew Bundy. Bundy is third gen-
eration. His grandfather started Indi-Kid 
Inc., the parent company of Finding Me 
Now, in 1972. His father, Michael Bundy, 
is the company’s principal owner. Since 
2010, Matthew Bundy has been president 
of Indi-Kid and Finding Me Now. 

Finding Me Now Learning Center 
opened on Oct. 6 at its new location on 
Stop 11 Road in Southport.  Classes be-
gan on Oct. 13. The center offers before 
and after school care for Perry Township 
children as young as six weeks and as old 
as 12. Finding Me Now has four class-
rooms for Pre-K courses and is in the pro-
cess of participating in the pilot program 
for the state’s “On My Way” program, 
which aims to provide preschool tuition to low income fami-
lies. Bundy says that Finding Me Now is excited to help bring 
that opportunity to Southside families. 

 “Our mission is to care for children in a manner that will 
please both the parents and God,” Bundy says. “We believe in 
our mission and we believe in our motto. We feel like we have 
a really solid program, and now we have this building. It made 
sense to come back to Southport.” Indi-Kid previously oper-
ated child care centers on the Southside from 1972 until opera-
tions were sold in 1989. Since that time, Bundy and other staff 
members say that Finding Me Now is a benefit to the Southside 
community. 

“There’s a vast need for quality child care on the Southside.” 
says Jennifer Elrod, Franklin Township resident and director of 
Finding Me Now. “I’ve looked for my own kids and had trouble 
in the past,” she adds. Bundy says that Elrod’s Southside ties 
have made her a huge asset to the business; “She knows the 
people, she knows the things that are going on in the commu-
nity, she knows what’s going on in the schools.” 

Why did you open this business?
This past summer our previous tenant made a decision to 

cease operations at this facility in Southport. We determined 
that a market for quality child care existed in the area. So we 
seized the opportunity to expand our mission. 

What did you do to prepare for opening your business?
First, we worked with various local contractors to restore 

the building to a condition in which we could proudly operate. 
Second, we focused on finding the right staff. We were pleased 
to find Jennifer Elrod to lead as the Center Director. With her 
positive spirit and years of experience, she 
is eager and highly motivated to help us de-
velop FMN into a thriving community asset. 

Who is your ideal customer? 
Parents who are looking for a quality 

learning experience, in a safe environment, 
from people who are genuinely concerned 
for their children. Parents who value the 
on-going assessment tools we use to mon-

itor individual development. Parents who want 
their children to well prepared for kindergarten or 
who are looking for a positive experience for their 
school-aged children. 

How do you plan to be successful?
Our success will be driven through our commit-

ment to continual evaluation of the product we of-
fer and it’s correlation to our motto. The motto mo-
tivates our organization to seek creative solutions 
to any challenges we face. I am thankful for the op-
portunity to be part of this business and am con-
tinually impressed with our hard working staff. It is 
their commitment to the children that will lead to 
our success. 

What would we be surprised to learn about you or your 
company? 

Indi-Kid is pleased to return to the Southport community 
that we served in the ‘70s and ‘80s. We used to be known as 
the Learning Tree. We came back to the Southside because the 
market was right was quality child care programs. Since reen-
tering the market in 2004, FMN has strengthened its programs 
and is in a position for growth. 

Learning Center brings same dedication, new name back to the Southside

Matthew Bundy, President, and Jennifer Elrod,  
Director of Finding  Me Now Learning Center.

Finding Me Now 
Learning Center

2601 E Stop 11 Rd.
Indianapolis IN, 46227 

(317) 851-8398
Findingmenow.com 

One of Finding Me Now’s four classrooms.

Photos by Travis Campbell

Our mission is to care for children in a manner  
that will please both the parents and God.  

We believe in our mission and we believe in our motto.  
We feel like we have a really solid program,  

and now we have this building.  
It made sense to come back to Southport.

~ Matthew Bundy
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By Travis Campbell
Ella’s Frozen Yogurt, on State Road 135, has 

been doing well since opening in March of 
2011, says owner Lorrie Gray “We may have 
slowed down a little bit, but we’re in a league of 
our own when it comes to what we do. People 
keep coming back,” she says before acknowl-
edging that numerous chain frozen yogurt res-
taurants have come into the area. A year after 
Ella’s opened, Lorrie and husband Greg were 
considering opening a second location when 
the embroidery shop next door closed down. 

“Expanding next door gave us all this extra 
space,” Gray says. The business now includes 
The Sweet Side of Ella’s, which the Gray’s boast 
as “the Southside’s only family owned and op-
erated candy store.” The original plan for the 
new space was a double sided topping bar, but 
the Grays eventually found a better system to 
deliver toppings to customers. Instead they be-
gan to fill the empty space with candy. 

“We wanted to use the space efficiently, so 
we started brain storming ways to make Ella’s 
sweeter,” Gray says. “A candy store seemed like 
the right direction to take it in. We want to give 
our customers the same quality service for can-
dy as we do for frozen yogurt, because we’re 
not separating, just adding on.” 

The Sweet Side of Ella’s offers candy made 

from around the state, like Albanese gummies 
from Merrillville, Ind. The Grays have also ac-
quired special permission to carry Abbot’s car-
amels, which have been made in Hagerstown, 
Ind. for over a century. In addition to these se-
lections, The Sweet Side of Ella’s offers Make-
Your-Own goodie bags as part of the Ella’s 
Place party room. Gray says there are also plans 
to provide  special orders for sporting events, 
baby showers, weddings, and other special oc-
casions. 

While The Sweet Side of Ella’s has been open 
and providing candy to Center Grove for a few 
weeks now, the official grand opening took 
place on Saturday, Nov. 15 and Sunday, Nov. 
16. Gray says that the grand opening was “ab-
solutely wonderful” and is looking forward to 
the “slow and steady” increase in business that 
the Sweet Side provides. Ella’s looks forward to 
continuing to serve the Center Grove commu-
nity. 

“We’re incredibly excited. It’s been very well 
received. It’s such a blessing to serve this com-
munity. We love that we can give the kids a 
place to come and enjoy themselves. We love 
to give back, and the more we get, the more we 
can give.” 

For more information, visit ellasfrozen-
yogurt.com 

Ella’s gets even sweeter
Photos by 

Travis Campbell

Top, left: Owner Lorrie Gray on the Sweet Side of Ella’s; 
Top, right: Dispensers allow Ella’s customers to get 
candy by the bag; Left: A variety of homemade fudge 
at the Sweet Side of Ella’s.; Below, right: Colorful candy 
lines an entire wall at The Sweet Side of Ella’s. Center Grove business expands  

to include candy store



24 HOUR
SERVICE

BASSETT
HEATING & COOLING

www.bassettservices.com         (317) 839-5877

800-318-5877 or 839-5877
check out our website: www. bassettservices.com

Customer Satisfaction with No Excuses
Stan Bassett started Bassett Heating and Cooling in Clayton in 1978. He had 

one used truck and worked on oil furnaces. Once he saw the future in heating 
and cooling, he went to school for his HVAC degree. By 1982, he had moved his 
business to Plainfield and began building his business. By 1996, Bassett Services 
primarily worked in new construction for many builders in the area. But Stan saw 
his future in servicing residents. This was the last and most successful transition 
for the company.

Family owned and operated
Today, Bassett Services, Inc. has 35 employees including Stan’s sons Jeff and 

Greg who grew up in the business, literally.
“They started in the crawlspace,” Stan said of his two sons.
In 2003, Jeff and Greg purchased the company that bears the family name. 

Since then, the boys have doubled the business and completed two acquisitions: 
Hession Heating and Cooling in Mooresville and Smith and Sons in Indianapolis.

Customer Satisfaction
The secret to the success of Bassett Services is simple: Customer satisfaction 

with no excuses. This slogan is the bedrock of the company’s culture. It’s plastered 
all over the walls in at least five locations within company headquarters on the 
west side of Plainfield.

“We were trying to come up with a phrase to empower our employes,” Greg 
said. “We will do whatever it takes to make sure our customers our satisfied. And 
we give that power to our employees dealing with the customers. No excuses.”

To ensure the satisfaction, Bassett customer service representatives follow up 
with a survey of customers a few days after service or installation is completed. 
These “Happy Calls” ask customers if they valued their transaction and if there are 
any questions or concerns. It’s also a great way to say thank you.

This philosophy has helped build Bassett Services into a leading company, not 
only in Indiana, but across the United States. Jeff proudly points to the statistic of 
repeat customers, which is almost double the average of HVAC companies in the 
U.S.

“Our goal is to get to the customers quickly, give them choices of solutions, and 
then carry out their wishes as soon as we can,” Jeff said. “This year, we expanded 
our office hours from 8 a.m. to 8 p.m., Monday through Friday, and 8 a.m. to noon 
on Saturday. It’s been a tremendous boost to our customers who can now call us 
and get service after their work day.”

Of course, Bassett Services are available 24 hours, seven days a week. 

Maintenance Club members get maintenance every six months and a discount. In 
addition, the members are never charged for overtime, and receive priority service 
on any repairs.

Quality work guaranteed
Bassett Services installs Trane and services all other brands. They also have 

become experts in geothermal units and carry the Water Furnace brand.
All Bassett technicians train at least 100 hours every year. It’s mandatory and a 

huge investment for the Bassetts, but with their name on the door, they don’t take 
chances.

“We want to be the experts advising our customers,” Jeff said. “Anybody can 
install a furnace or air conditioner the same way. We make sure we focus on 
customer service. That’s what separates us.”

Learn more about the Bassett Services Inc. motto: Customer satisfaction with no 
excuses, by calling Bassett. Whether you need maintenance or service, we are there 
for you. Please also ask us about the benefits of the Maintenance Club.

From left, Jeff, Stan and Greg Bassett.
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I love this time of year … how about you? The 
memories, the friends the spirit of the season 
is all around if you only look. It’s true; we’re 

just about through with the most 
wonderful time of the year. 

As Hans and Franz from Saturday 
Night Live used to say, “Hear me 
now and believe me later.” This ar-
ticle is good this year and for next, 
too. You can finish the year strong 
and make plans for 2015. 

The fourth quarter begins the 
magic of the four biggest, most cele-
brated, most commercialized, most 
popular adult holidays of the year. It 
begins in October with Halloween, 
then November for Thanksgiving and, finally, 
in December for Christmas and January for 
New Years. 

I’m sure you’ve walked though countless re-
tail stores sometime in late summer and no-
ticed and, like most, complained about the            
decorations already out and displayed. Then 
for sure you’ve been to the same store right 
after that upcoming holiday and taken advan-
tage of all those half-priced and even more 
deeply discounted holiday, trinkets, candy and 
other sundry items.

Here’s a way for you to make that holi-
day (any holiday by the way) magic happen 
in your business. Plan a little ahead and put 

those (any) holidays in your market-
ing. Use holiday themed mailings, 
signage and promotions. The key is 
to think about what would delight 
your customer and then implement 
that into your marketing or selling 
strategies. 

There isn’t one business that 
wouldn’t benefit from implementing 
this fun strategy into its business. 
Your customers, patients or clients 
will enjoy it and you’ll profit from 
having fun in your business. 

As 2014 comes to an end, begin to look at 
next year and see how you can implement 
holiday themed marketing into your business. 
Look around. Your competition is probably 
doing it, so don’t be left with a lump of coal 
in your stocking or a bundle of switches … get 
the gift of more business. 

The most wonderful time  
of the year – for business

Jack Klemeyer
COLUMNIST

Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Carolyn Goerner
COLUMNIST

Job satisfaction 
and customer service

If your profits depend on customer 
satisfaction, you know how important each 
employee’s interactions with customers 

can be. Every time you take an 
order, deliver an item, or respond 
to a complaint, your company’s 
reputation is on the line. So what 
can you do to ensure your employees 
delight your customers?

The answer lies in the “service 
profit chain model.” Basically, it 
goes like this: when employees are 
satisfied with their managers and 
jobs, they are better representa-
tives of your organization. They’re 
also more loyal to you. Their actions 
prompt your customers to rate your 
services as valuable. When customers think 
you add value, they come back. And that im-
proves your profitability.

Studies confirm two main reasons for this 
relationship. First, when employees are satis-
fied with their jobs, they are more likely in a 
good mood at work. So it is easier for them be 
friendly and helpful. Second, satisfied employ-
ees are less likely to quit their jobs. Your work-
force is more experienced and knowledgeable, 
serving your customers better.

Wegmans Food Markets has taken this to 
heart. Their motto: “Employees first, custom-
ers second.” This east coast grocery chain, 
with about 33,000 employees, goes out of its 
way to ensure their workers feel welcomed 

and valued. The result? Their industry’s high-
est marks for customer loyalty, coupled with 
lowest levels of employee turnover.

So how do you build employee 
satisfaction? We’ll talk more about 
each of these components in up-
coming columns, but here’s a mas-
ter list:

1. Treat employees fairly. Organi-
zations that support the well-being 
of their workers enjoy higher levels 
of loyalty in return.

2. Make sure employees know the 
whole organization and their role in 
it. This helps workers identify with 
the organization. It is hard to feel 
part of a company you don’t fully 

understand.
3. Involve employees in decision making. 

Even if you can’t act on all employee sugges-
tions, asking for and listening to them is an 
important first step.

Employees are your front line for customer 
service. The happier they are, the better they 
treat customers … and the more loyal your 
customers are to you.

Reference: W. C. Tsai & Y. M. Huang. Mech-
anisms linking employee affective delivery and 
customer behavioral intentions. Journal of Ap-
plied Psychology, 87, 1001-1008.

BIZ MANAGEMENT

BIZ BRIEFS
AccuPay, Inc.  

names new CEO
AccuPay, Inc., a 
Greenwood based 
payroll servic-
es firm, has an-
nounced that 
Leslie Myrick has 
become the firm’s 
new CEO, effec-
tive Nov. 1.  Myrick 
replaces Accu-
Pay founder Larry 
Shaub, who continues in the role of Accu-
Pay’s Tax Director and CFO. She is a grad-
uate of Franklin College and has been 
AccuPay’s client care director for the past 
four years. Myrick can be reached at 317-
885-7600 or by email at Leslie@accupay.
com. 

Leslie Myrick

Hill attends seminar
Lucas Hill, a Mod-
ern Woodmen of 
America repre-
sentative, recently 
completed a five-
day training pro-
gram at Modern 
Woodmen’s home 
office in Rock Is-
land, Ill. Hill can 
be reached at Fi-
nancial (574)-210-4686 or at Lucas.Hill@
mwarep.org. Modern American Wood-
man is located at 3209 W. Smith Valley 
Rd. in Greenwood.

Lucas Hill

COACH’S CORNER
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Jeff Binkley is the Founder and Managing Director of Binkley 
Wealth Management Group. He can be reached at Jeff@
thebinkleygroup.com or (317) 697-1618.

Man I wish this job was easier!  
Don’t get me wrong. Being a suc-

cessful investment “wizard” in these 
last several years has been a cakewalk!  Throw 
money at almost anything in this market and 
it’s gone up! But just like the ancient lyric of 
old … “Fast away the olde year pass-
es.” The successful investor (or ad-
visor) needs to remember that past 
performance is not necessarily in-
dicative of future results.

For giggles though, let’s take a 
moment to examine some past per-
forming sectors and ruminate on 
their potential for the future.  

For the past three years, accord-
ing to Morningstar.com, investing 
in healthcare has been a great pick.  
With a YTD 2014 performance at 
#1, 2013 performance at #2 just be-
hind consumer discretionary, and for 2012, #3 
behind financials and consumer discretion-
ary. Who’d a thunk it?  Healthcare in a post-
Obamacare world performing well? Sure, why 
not?  When millions of people sign up and 
think they’re going to get something for noth-
ing (and hundreds of thousands end up get-
ting just that with their costs shifted to people 
who actually have to pay for their healthcare),  
why wouldn’t the industry perform well? But 

the question is will that performance con-
tinue? Now due to full implementation of 
the exceedingly onerous parts of the Afford-
able Care Act, healthcare entities have to 
slash budgets, squeeze pennies and massively 
change their policies and procedures in deal-

ing with the sick and injured. Will 
those companies’ investment per-
formances continue? I don’t know, 
but it’s something that makes me go 
“hmmmmm.” 

What about the consumer dis-
cretionary sector? Things like new 
clothes, new phones, new fancy 
sunglasses, things that you like to 
buy but don’t have to have. In 2013, 
it was the number one performing 
sector outpacing the broader S&P 
500 index by double digit percent-
age gains. 2014 has seen a bit of slip-

page for the sector with investment perfor-
mance falling about in the middle.  I would 
guess that with all the new gizmos and gad-
gets we bought last year, we just didn’t need to 
buy as many this year.  

I don’t know what 2015 holds. But I sus-
pect some further belt tightening may be just 
around the corner. Consumer confidence re-
mains pretty good, but consumer spending 
has seen some hiccups in the last few months. 

This could of course be offset with a healthy 
holiday season of spending to run those num-
bers back up. But one thing that doesn’t in-
spire confidence is the fact that as I write 
this (mid-November), we have retailers 
trying to outdo each other with ear-
lier and earlier opening times for 
the post-Thanksgiving Day sales. 
(Next year they’ll probably just 
combine Halloween and Black 
Friday in one big buying bac-
chanalia of spooks, sweets and 
shopping!) 

For the investor who would 
be successful, I would sug-
gest you sit down and pour 
yourself a big cup of egg-
nog, take a good hard 
look at where your suc-
cessful investments have 
been then think critically 
about the likelihood of that 
outperformance to continue, 
and then make appropriate adjustments.   

None of what I have written above should 
be construed as buy or sell recommendations 
for any investor without thoroughly discussing 
your specific situation with a professional ad-
visor.

Jeff Binkley
COLUMNIST

Fast away the olde year passes

MONEY MATTERS

Merry Christmas!

TECHNOLOGY DISPATCHES
n APPS FOR KIDS: PRIVACY INVADERS?
Researchers at Carnegie Mellon University recently 
launched PrivacyGrade.org, which ranks Android apps 
on how they track users. They found that apps receiving 
the worst grades were often apps like Fruit Ninja or My 
Talking Tom, which are targeted towards children. Some 
of the apps take voice recordings, your location, phone 
number, and even contact lists and call history and share 
the information with advertisers. – CNN Money

n MICROSOFT’S OFFICE IS NOW FREE ON MOBILE - As 
of now, all Android, iPad and iPhone users can create and 
edit Office documents, spreadsheets and presentations – 
even if they aren’t subscribed to Microsoft’s Office 365. This 
change comes at a time when mobile devices are becoming 
more popular than laptops and desktop computers. Office 
for mobile, however, still provides paying users a better 
experience with more functionality and features like 
Dropbox integration and 1 terabyte of 
OneDrive storage. – CNN Money

n NINTENDO TO MONITOR 
AND IMPROVE SLEEP - Recently, 
Nintendo has revealed new details 
about its “QOL” platform, or “quality 
of life” platform, which includes 
several health-focused devices. The 
first device is to be a bedside sensor 
that will track your sleep and send 

data for analysis, then provide suggestions for better rest. 
Though there are many tech companies investing in the 
health industry, Nintendo’s approach may give them the 
upper hand in an increasingly crowded market. 

– CNN Money

n CYBORG COCKROACHES: RESCUING DISASTER 
VICTIMS - A team of researchers from North Carolina State 
University have put together a solution for finding and 
aiding victims of natural disasters who have been trapped 
underneath rubble. The so-called “biobots” are equipped 
with high-resolution microphones that will be able to 
identify the difference of sounds between something like a 
leaking pipe or someone calling for help. Researchers also 
developed an “invisible fence” technology in order to keep 
the cyborg roaches within a specified radius in order to 
optimize efficiency when deployed in a disaster situation. 

– Digital Trends

n ELON MUSK CONSIDERS SMALLER, CHEAPER 
SATELLITES - SpaceX CEO Elon Musk revealed a possible 
$1 billion project that would launch approximately 700 
satellites in order to provide Internet across the globe. 
Google and Facebook are working on separate initiatives to 
provide Internet via balloons and drones. Musk is reportedly 
working with WorldVu Satellites founder Greg Wyler on the 
250-pound, $1 million satellites. – Digital Trends

n SCIENTISTS SAY HIGGS BOSON MAY BE ANOTHER 
PARTICLE - Last year, physicists at CERN were certain they 
had obtained data that proved the evidence of the long-
sought Higgs boson particle. Dr. Mads Tourdal Frandsen, 
associate professor at the University of Southern Denmark’s 
Center for Cosmology and Particle Physics Phenomenology 
said in a statement: “The CERN data is generally taken as 
evidence that the particle is the Higgs particle… It is true 
that the Higgs particle can explain the data but there can 
also be other explanations.” Frandsen said the particle 
observed may actually be a “so-called techni-higgs particle.” 
More data and technological advancements will be able to 
obtain more precise data and solve the matter.

– Huffington Post
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CHAMBER MEETINGS 
AND EVENTS

4 – Franklin Township 
Chamber of Commerce 
(2014 December Meeting); 
Dec. 4, 6 p.m. reception 
and 8 p.m. theater, at Buck 
Creek Winery & Buck Creek 
Playhouse, 11747 Indian 
Creek Rd., Indianapolis. Cost 
is $19 per person reception 
only, $16 theater only and 
$33 for both. For more 
information, contact Randy 
Faunce, (317) 782-3822 or 
visit ftchamber.com.

9 – Greater Greenwood 
Chamber of Commerce 
(2014 Chamber Holiday 
Celebration); Dec. 9, 4-6 
p.m., Dye’s Walk Country 
Club, 2080 S. State Rd. 
135, Greenwood. This is 
an over 21 event. For more 
information, call (317) 
888-4856.

11 – Beech Grove Chamber 
of Commerce (December 
Networking Lunch and 
Holiday Celebration); 
Dec. 11, 11:30 – 1 p.m., 
Hornet Park Community 
Center, 5245 Hornet Ave., 
Beech Grove. The holiday 
luncheon will feature two 
entertainment acts and a 
meal served from Pipers 
Catering. Cost is $20 at the 
door. For more information, 
visit beechgrovechamber.
org.

16 – Greater Greenwood 
Chamber of Commerce 
(December Membership 
101); Dec. 16, 9 a.m. 
– 10:30 a.m., Greater 
Greenwood Chamber of 
Commerce, 65 Airport Pkwy., 
Suite 140, Greenwood. For 
more information, call (317) 
888-4856.

GREATER GREENWOOD 
CHAMBER OF COMMERCE  
NEW MEMBERS

American Business 
Machines, Inc.
5144 Madison Ave.
Indianapolis, IN 46227
(317) 783-5639

Bonnerphotos
1080 Monitor Court
Greenwood, IN 46143
(317) 371-2873

ERA Real Estate Links
2020 S. State Rd. 135, 
Suite 302
Greenwood, IN 46142
(317) 805-7360

Girl Scouts of  
Central Indiana
655 Covered Bridge
Greenwood, IN 46142
(317) 881-6933

Johnson County  
Learning Centers
1400 Webb Court
Franklin, IN 46131
(317) 738-0055

Maddox  
Chiropractic Clinic
1100 N. State Rd. 135,  
Suite BCD
Greenwood, IN 46142
(317) 881-6013

Media Bug, LLC
1002 Sugar Maple Dr.
Greenwood, IN 46143
(317) 332-8968

Modern Woodmen 
Fraternal Financial
720 Executive Park,  
Suite 3000A
Greenwood, IN 46143
(317) 884-5474

Teal Canary
199 N. Madison Ave., 
Suite H1
Greenwood, IN 46142
(317) 414-2006

NEWLY INCORPORATED 
BUSINESSES

AG Bryant Construction
Wanda Bryant
6975 E. 650 S.
Edinburgh, IN 46124

Air Tan Hair & Nails
Tim H Tran
1790 E. Stop 11 Rd.
Indianapolis, IN 46227

American Contracting
Greg Asher
835 N. Forsythe St.
Franklin, IN 46131

Angel’s Gutter  
and Window Cleaning
Angel Todorov
919 Kings Mill Rd., Apt. #236
Greenwood, IN 46142

AV Electronics and 
Computers
Clayton Wilder
667 Cenifer Way
Greenwood, IN 46143

APC Services
Daniel Albers
315 St. Charles Way
Whiteland, IN 46184

Candor Construction & 
Remodeling Co.
Jason S. Smith
912 Rolling Hill Rd.
Greenwood, IN 46142

C Grant & Concrete
Craig Grant
P.O. Box 1233
Greenwood, IN 46142
Crosstown Sound Quartet
Paul Gabriel
1711 Buckey Court
Greenwood, IN 46143

C Turner Enterprise Co.
Charles Turner
2503 Fairview Place, Suite A
Indianapolis, IN 46208

Evergreen International
Waseem Shahid
1407 Pencross Lane
Greenwood, IN 46143

Johnson County  
General Store
Terry Johnson
764 Country Gate Dr.
New Whiteland, IN 46184

Lee’s Tailoring of Indy Inc.
Sukcha Little
1597 W. Main St.
Greenwood, IN 46142

The Sunny Cyborg
1134 Grassy Creek Circle
Franklin, IN 46131
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More than 30 small businesses participating

The Greater Beech Grove Chamber of Commerce is encouraging 
Beech Grove and south side residents to shop small this holi-
day season by offering a wide-range of discounts in “Shop 
Small” bags that were available in three area businesses, 
Eckstein Shoes, The Sleep Source and Harlow Rouge 
Couture. Understanding the important contributions 
small businesses make to their communities, the Greater 
Beech Grove Chamber of Commerce was pleased to par-
ticipate in Small Business Saturday and will continue to act 
as a Neighborhood Champion.  

Starting Sat., Nov. 29 and running through Wed., Dec. 31, busi-
nesses on and along Main St. Beech Grove are offering shoppers 

a variety of discounts if they shop with a designated “Shop Small” 
canvas bag. The bags are full of discounts, coupons and other items 

courtesy of Greater Beech Grove Chamber of Commerce mem-
bers. 

“By picking up and using one of our “Shop Small” bags, 
shoppers can support local businesses while receiving great 
deals on jewelry, shoes, clothes, pet grooming, computer 
repairs, food, hair products and much more,” said Dawn 
Whalen, president, Greater Beech Grove Chamber of Com-

merce. “With more than 30 small businesses participating, lo-
cal residents are sure to find something for everyone on their shop-

ping list.”  
Visit www.beechgrovechamber.org to view each shop’s discount 

and hours. 

Greater Beech Grove Chamber of Commerce recognizes Beech Grove 
small businesses by encouraging local shopping this holiday season

About the Greater  
Beech Grove Chamber  

of Commerce
Established in 2007, the Greater Beech 
Grove Chamber of Commerce partners with 
businesses to build a dynamic community 
that benefits the greater Beech Grove area.

ABOUT US

BEECH GROVE CHAMBER NEWS Greater Beech Grove Chamber of Commerce 
Mailing address: PO Box 702, Beech Grove, IN 46107  
Building Location: 3841 S. Emerson Ave. # B, Indianapolis, IN 46203
Office: (317) 759-2873  • Email: info@beechgrovechamber.org

WELCOME NEW MEMBERS

Spalding Jewelry
Frank Mascari

701 Main St., Beech Grove, IN 46107
Ph: (317) 787-1745

Farmers Insurance
Zach Breneman

4810 S. Emerson Ave.
Indianapolis, IN 46203

Ph: (317) 786-4321

ProSource Flooring
David Grande

7375 Company Dr.
Indianapolis, IN 46237

Ph: (317) 992-0135

Celestial Bodies Tattoo,  
Piercing & Art Gallery

Maria Morales
702 Main St., Beech Grove, IN 46107

Ph: (317) 786-5061

Sam’s Club
Kaleigh Collins

1101 Windhorst Way
Greenwood, IN 46143

Ph: (317) 889-8273

beechgrovechamber.org

EVENTS CALENDAR

All luncheons are held at the Hornet 
Community Center unless otherwise noted.

Dec. 13: Special Holiday Luncheon
Jan. 8: Monthly Luncheon

Feb. 12: Monthly Luncheon

1. What does your business provide? Emergency Road Service, 
Travel Agency Services, Home, Auto, Life, and Commercial Insurance, 
Discounts to attractions, hotels, Hertz car rental, foreign currency, 
luggage and travel accessories, financial services, group travel, Sassy 
Explorers-exclusive travel club for women.

2. What makes your business unique? AAA Hoosier Motor Club is 
part of the entire AAA system so members can take advantage of more 
than 1,000 service centers in the U.S. and Canada.  AAA membership 
covers the individual whether you are a driver or passenger in any 
eligible vehicle.  AAA’s buying power and preferred travel partners 
enable AAA Travel Agency to offer free vacation planning, member-
only discounts, and free travel accident insurance, and a Travel 
Rewards program. Experienced, knowledgeable agents save clients 
time and money on everything from Disney to cruises to European 
vacations and more.  AAA members receive up to 15% discount 
on home/auto insurance. AAA continually looks for products 
and services that will be of benefit to its members. Some services 
including, Travel agency services and insurance, are available to non-
members as well, without discounts offered to members.

3. What are the greatest obstacles and/or challenges your 
business has faced or is facing? How were they overcome?  
Marketing the numerous business lines. How to reach a younger 
demographic and stay relevant in a fast-paced, ever increasing tech-
savvy world.  AAA apps on smartphones, Facebook/Twitter presence, 
and events that engage all demographics.

4. What is the business’s biggest accomplishment been in the 
past year? Sponsored AAA Monumental Music Jam in February 
2014 to engage a younger demographic, and increased member 
penetration of insurance products.  

5. Where do you see the future of the business? I believe AAA will 
remain mostly brick and mortar, but may become more instantly 
accessible through virtual agents in all business lines. Travel agency 
services will continue to thrive as long as travelers seek someone to 
trust while making no-worry vacation plans. Insurance products will 
stay competitive.  

6. Why do you belong to the Greater Beech Grove Chamber of 
Commerce? I find networking with other businesses very important 
to the growth and well-being of my business. Meeting other business 
people who are eager to share ideas, knowledge, and solutions to 
business challenges is invaluable.  Low-cost advertising opportunities 
are plentiful as well as opportunities to support the local community 
by serving on committees, participating in Chamber events, etc.  

AAA Hoosier Motor Club 
1309 E Stop 11 Road, Indianapolis IN, 46227 

(317) 882-1521 • AAA.com 
lmelton@aaahoosier.com 

CHAMBER NEWS

BUSINESS SPOTLIGHT

317.788.0202
 2802 E. Troy Ave. Indpls., IN 46203

 Call us for your signage solution.MONUMENT SIGNAGE
BUILDING SIGNAGE
VEHICLE GRAPHICS
INTERIOR DISPLAYS
CREATIVE PROJECTS
ILLUMINATED SIGNS

www.Wagner-Signs.com

AAA Hoosier Motor Club 

I M C U . C O M

BUSINESS SERVICES

Commercial Lending
Business Checking
Cash Management
Real Estate Loans &  
Lines of Credit
Inventory & Equipment  
Financing

BUSINESS
NEEDS

LET IMCU HELP WITH YOUR

ASK US ABOUT A FREE SIDE-BY-SIDE 
COST COMPARISON AT 317.554.8185.




